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A Message from the President

I sincerely hope that the extreme heat, lack of rain, then flooding due
to rain, and the large forest fires have not affected your work or farming.
If ever there was a year that shows the importance of our founding prin-
ciple, “The Conservation of the Soil and Water,” this is that year. While
these natural events and the endless labor and supply shortages may have
slowed you down a little, be assured that National LICA never slows down.
National is constantly working to bring safety and savings to the members.
The introduction of the new World Health Plan brings an incredibly af-
fordable and flexible Health Plan to all members across the country. And
they offer what no one else can or does: group rates down to a one person
group. Make sure you check it out. Also within these pages, read about our newest benefit. The
ConX app is a labor sharing app that will help solve those nagging labor issues.

It has been almost three years since ConExpo 2020 and Vegas shut down. ConExpo is back and
bigger than ever, as is the LICA booth and it is coming up fast. Make sure you register for Con-
Expo through LICA. The savings are fantastic. Also register early for the National Winter Con-
vention taking place during the three days prior to ConExpo. The block of rooms with special
pricing fills up fast. Please wear your LICA green while attending the show. In the past Jerry has
been told by vendors, “It looks like a wave of green shirts.” Let’s turn that wave into a tsunami.

Intel is building a chip factory outside Columbus, Ohio. Work has already begun. Intel says it
will take 7000 contractors to do the work. And they are willing to pay top dollar as they recognize
the labor shortage and will be getting government money. This will undoubtedly lead to even
more local operator and driver shortages. This makes LICA’s Educational Foundation for Veter-
ans even more important and urgent. The Foundation is up and running with increasing staffing
and marketing expenses. Students will start training in Pennsylvania this fall. Your continuing
support for the Foundation is extremely appreciated and welcomed.

As always, continue to work safely and I will see you in Vegas.

Chris Wagner, National LICA President

After many months in the making, the LICA Documentary has arrived!
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Coming Soon to a Screen
Near You: Viewpoint with
Dennis Quaid, Featuring LICA

By CAROLINE KRUG, Assistant to the National LICA CEO

How It Began

In September of 2021, Illinois LICA was approached by
Liz Logan, Sr. Producer of “Viewpoint with Dennis Quaid”,
with an opportunity to tell our story to the masses. For over
18 years Viewpoint has produced award winning social and
educational programming, and their latest concept was a
piece on “building trades” and career opportunities in the
industry. LICA chapters have been partnering with local
schools for years, and with the recent launch of the LICA
Educational Foundation for Veterans the timing of this po-
tential collaboration was perfect!

The concept was brought to National LICA CEOQO,
Jerry Biuso, Sr. for review, and ideas were exchanged be-
tween LICA and PBS to ensure the project aligned well
with LICA’s image and mission. The segment is, above all
else, about education-informing viewers about the very
latest topics and trends impacting the world. The short-
form documentary, hosted by actor, Dennis Quaid, would
air in all 50 states for a full year, bridging the gap between
shows that air on public television, and be distributed to
roughly 60 million homes and businesses. In addition to the
documentary, PBS would film a behind-the-scenes profile
of LICA, and email it to 1 million viewers. They would
narrow the distribution by specific demographics, provided
by us, and include a call-to-action in the email directing
recipients to LICA’s website. Finally, a one minute “com-
mercial/PSA” spot would air 400 times in the top 100 cit-
ies during primetime hours, on networks like Fox Business,
CNN, and the History Channel. On top of all the help
with distribution, LICA could keep the media for future
use in our own campaigns. Jerry determined the project

On-camera talent and supporting staff Charlie, Schafer,

Bob Clark, Donna Clark, Caroline Krug, Allison Hack, Shelley
Barnhart and Bruce Barnhart, dining the night before an early
morning of filming.

would be a great opportunity to build national awareness
of our association, so he set out to create an outline for
the message and hand-select the on-air talent. Not sur-
prisingly, he assembled a stellar team with varying levels
of experience, and diverse perspectives on LICA and the
land improvement industry. Featured on camera in the
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After many months in the
making, the LICA Documentary
has arrived! Here’s a peek

behind the scenes...

documentary are Bob Clark, National LICA Chairman and
past president, Bruce Barnhart, Membership Chairperson
and past president, Charlie Schafer, valued associate with
extensive knowledge of farm drainage, Allison Hack, who,
like many of our members, has quite literally grown up in
the association, and me, Caroline Krug, the newest member
of the National LICA staff hoping to humbly offer a fresh
perspective on the organization.

Building The Story

Once the documentary was cast, the project was handed
over to Allison Hack, National LICA Director of Com-
munications. Allison’s background in broadcasting and

Left and above: Caroline Krug and Charlie Schafer under the
bright lights during interview filming.

communications proved invaluable to the development of
the documentary. She happily took the project and ran with
it for 8 months, expertly coordinating every aspect from site
selection and scheduling to script writing. In an effort to
fully develop the story and bring a personal element to the
piece, Allison gathered input from the cast to allow them
to share their own experiences with LICA. While we didn’t
have time to share all of these stories on the air, she was able
to pare the script down to a heartfelt, compelling representa-
tion of what it means to be part of the LICA family.

Filming started in May at the inaugural fundraiser for the
LICA Educational Foundation for Veterans. This event
hosted LICA members and supporters from all around the
country for a day of golf and fun, with proceeds benefitting
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Bruce Barnhart, Allison Hack and Bob Clark on-location during
video filming.

the latest passion project of LICA National CEO, Jerry Biu-
s0, St. The photographer was able to capture drone footage of
beautiful Cantigny golf course, the comradery of our people
coming together for a great cause, and participants hitting
their best shots, although there may have been some retakes
on the course!

Following the development of the script and coordination
of schedules the team headed to central Indiana to film the
meat and potatoes of the project. Once we all arrived safely
from our respective corners of the world, the cast and sup-
porting staff met to go over the plan for the next two days.
We had a lot to cover in a limited amount of time, and this
was our second and final filming day-we had one shot to get
this right. To add to the pressure, we would all be rehearsing
our scripts the following day, first casually, then in dress, on
a video call with the godfather of LICA, Jerry Biuso, Sr. He’s
been known to have a critical eye and high expectations,
which are perfect for producing great work, not so perfect
if you are the subject of his critique. We ended the evening
early to rest up for the challenge.

The next morning, each interviewee sat in front of the
computer monitor to run through their lines, while the rest
of us looked on, anxiously awaiting our turn in “the chair”.
As expected, Jerry did not hold back — tweaking the script,
commenting on tone of voice, posture, and calling out

Filming the job site for the video.

any other involuntary quirks that might come up when a
non-actor is put on the spot. Moving on to the dress rehears-
al there was a whole new set of concerns with wardrobe that
Jerry needed to address. Insisting on shirt changes, pointing
out wrinkles and hairs out of place, everything had to be
just right. Some might call this constructive criticism, while
Bruce affectionately referred to it as “Abiuso”. However you
label it, it was effective, because by the end of a long day of
practice we had something resembling a professional set of
interviews. Not perfect, but a vast improvement from where
we started.

We ended the day at a nearby Italian steakhouse for a pre-
filming LICA Family dinner. We shared a nice meal and ex-
changed the usual stories and comical moments from past
LICA events, but there was a different buzz in the air..a ner-
vous excitement about what was to come. Before my career
in sales, the extent of my experience in the public eye was a
two-word solo in my high school musical. [ had never been
on TV and had historically dreaded the spotlight. If I'm
honest, the impending interviews were bringing back some
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Your next new Cat® machine comes
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Bob Clark on local radio promoting the foundation during the
golf outing.

of those anxious feelings. None of us, with the exception
of Allison, had much experience in front of a camera. And
although we’ve had our fair share of public speaking, this
felt very different. This was going to be viewed by millions
of people. This would become a permanent part of LICA
history.

And...Action!

On filming day, it was all hands on deck. Everyone chipped
in to press shirts and powder noses to help LICA put its col-
lective best foot forward. Bob Clark volunteered the jobsite
of a new residential subdivision his company was preparing
for some on-location footage of real land improvement in
progress. As always, safety was top priority so everyone, in-
cluding the camera crew, donned hard hats and safety vests
before stepping onto the jobsite. The plan was to film in-
terviews indoors then take the production team outdoors to
capture some b-toll of the crew at work, however the forecast
was threatening rain in the afternoon. We made the last-
minute decision to film the jobsite first thing in the morn-
ing and the unexpected change in schedule turned out for
the best. The light from the rising sun provided a fantastic
backdrop for the scene, and the footage turned out beauti-
fully! The crew working on-site was eager to be part of the
filming and excited to share the news of their impending
“fame” with friends and family. Bruce and Bob were naturals
on the “set”, casually walking and discussing the work being
performed by the crew. They were clearly in their element
and could have probably spent the entire day in the field.

And the footage would not be complete without showcas-
ing the massive excavators and dozers in action, hopefully
enticing our audience to hop in the cab of a piece of equip-
ment and try it out for themselves! Once filming on-location
wrapped, the team headed indoors for the interview portion
of the piece.

On arrival, the camera crew was already hard at work,
setting up lighting and sound equipment while the cast
scrambled to get ourselves “camera-ready” with last-minute
hair and makeup touchups and wardrobe adjustments. One
by one we sat down for our interviews, with the film pro-
ducer asking questions and allowing us to respond. Fortu-
nately, he had a softer approach than Jerry and did his best
to put us at ease. He offered gentle feedback and multiple
“takes” to help us find our best delivery. As an added fail-
safe, he reassured us that the footage would pass through
editing, and it was their job to make us look good on televi-
sion. The opportunity to stop and start over certainly came
in handy, because acting is not as easy as it looks! As confi-
dent as [ was in my part of the interview, once I sat down in
front of the camera it was almost as if pieces of my memory
had been erased. 1 think this “phenomenon” affected all
of us a little bit, so special thanks to the editors for their
work on this project! Despite our lack of professional tele-
vision experience, we were all excited to be a part of the
documentary and determined to do our best. Once the last
interview wrapped you could feel the tension break. There
was a collective sigh of relief, but with a hint of sadness. It’s
amazing how something that can take months to plan and
prepare for can be over in a flash (pun intended). We all
parted ways and crossed our fingers that we had represented
LICA well, and our contributions would create a documen-
tary that would also create change.

Our Hope for the Future

This project captures the experiences of some of
LICA’s members and shares a powerful message about
the importance of the land improvement industry. Guid-
ing America’s youth toward careers in land improvement
is absolutely critical to the growth and development of
our country’s infrastructure and sustainable farms to en-
sure crops that feed America for generations to come. As
we all know, skilled operators and employees around the
country are in short supply, and young adults often aren’t
aware of the many rewarding career opportunities in our
industry. LICA aims to change this unfortunate truth
by projecting our story to an audience of over 60 mil-
lion viewers. Watch for the LICA commercial on Fox
Business Network, and the LICA Documentary on PBS
in October. To see a preview of the production, visit
licanational.org, and stay tuned for the future of LICA! I
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PLOW & WHEEL TRENCHERS

Wolfe Heavy Equipment continues
to set the tone for powerful
agricultural and commercial
trenching equipment. Wolfe’s
versatility, superior manufacturing
and expert service along with
reduced fuel consumption
provides increased profitability.

Learn more about Wolfe machines at:

519 289 2150 | wolfeequipment.com




Risk Management Is Everyone’s Job.
From Jobsite Safety to
Equipment Warranty

By JIMMY BYNUM, President of Garde Solutions

isk management is a team sport, and it should not

Rbe left to the CFO or Controller to handle once a

year when it is time to renew the insurance policies.

Risk Management, particularly the knowledge and applica-

tion of a structured approach to managing risk or uncer-

tainty, is essential for all businesses, especially contractors.

Understanding the risks facing each aspect of your business

is the first step. Elevating risk management as part of the

daily conversation and setting strategic goals along with
milestones and metrics visible to the whole company will
deliver significant results for your organization.

We have found that insurance and risk management are
typically mystifying and confusing to most folks. To help
simplify it, we suggest starting with some basics:

e Understand the critical elements of risk management, in-
cluding avoidance, retention, sharing, transferring, and
loss prevention

e Establish a structured plan to demystify “insurance” and
increase awareness of where to go for knowledge to raise
engagement around risk management

e Explore the three different means of financing risks to
decide what is best for you
® Leave the risk on your balance sheet
® Purchase insurance from a third-party insurance

company

® Setting up your own captive insurance company to

manage your risks

e Review examples of how to effectively reduce fleet

ownership costs and risks with a focus on warranty and
extended service contracts

INSURANCE COMPANY

Whether it is property insurance, workers’ compensation,
automobile damage, or a warranty risk, you have choices to
manage the risk. Retaining risk is how much “deductible”
or “retention” you are willing to take on yourself. Reten-
tion at the first layer of risk from $0 - $50,000 of each claim
is not the only option. Retention in the higher levels or
excess, where the insured would take all claims between
$250,000 - $400,000.

Avoiding risk is another means of risk management. De-
ciding not to work in high-risk areas is an example of risk
avoidance. Avoidance is simply not taking on certain risks
rather than managing a specific risk through retention or
transfer.

Transferring risk is what we typically think of when buying
insurance. Moving the risk to another entity in exchange
for money, or “insurance premiums,” is most common.
The example above with Johnny Backhoe Services shows
his buildings, equipment, trucks, and bonds transferred to
an insurance company. Because JBS is a smaller company,
that does not have the balance sheet to retain much risk.
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Hopefully, as Johnny Backhoe Services grows, they will
keep more risk and eventually have their own captive in-
surance company. With a captive, you are transferring risk
to your own insurance company.

Taking a good long look at your risk appetite, balance
sheet strength, and the depth and breadth of your histori-
cal risk experience is the first step. Make a data-driven in-
formed decision on how you plan to manage risks. Raising
the importance and strategic planning around risk manage-
ment is often overlooked and not a priority at many com-
panies. Taking a few basic steps and finding a reliable part-
ner to help you navigate the process is essential in setting
a proper risk management strategy. This chart provides a
high-level view of the different means of managing risk.

Captive insurance companies are often misunderstood and
not typically introduced by the most insurance brokers. A
captive is a closely held, licensed insurance company owned
and controlled by the insured parties. Establishing a captive
insurance company requires a strategic review of the com-
pany and programs being considered, including a feasibility
study, to confirm the need an location for a captive.

POWER TO PERFORM
Drainage Plows

BRON ADD ON PLOW MODELS:
375—66" cutting depth
400—78” cutting depth
750—90” cutting depth

RC 750—90” cutting depth

BPFECIALTY SALER & SERVICE
1954 N Linn Avenue Phone: 641-394-3141
New Hampton IA 50659 Fax: 641-394-3823

www.mitkollc.com

Setting up a captive is a long-term strategic decision, not
one taken lightly or to meet short-term goals. A company
should use a captive to increase leadership’s engagement
and focus on the value of active risk management. The
owners must want to be in the insurance business and be
willing to assume and share insurance risks. A captive will
allow a company to increase control over:

e Ultimate cost-reducing the cost of insurance and increas-
ing control over risk

e Coverage offerings, including by setting specific terms
and conditions depending on the business

e Direct access to the reinsurance markets

e Claims and loss control

Do you think extended warranties or protection plans are
a waste of time and money? For many consumer goods, the
answer to that is often an absolute yes. Frequently, extend-
ed service contracts or “extended warranties” are too fo-
cused as profit centers for the sellers rather than optimized
for the equipment owner. But with the correct data and
risk management structure, extended warranties can be an
indispensable tool when purchasing, owning and operating
heavy equipment.

An extended protection plan is a way to manage costs for
your equipment, but it should also fit as part of the prod-
uct life cycle strategy you have established. After all, your
equipment is an asset. Some key questions to ask yourself
when considering your extended protection options are:

e What is my current process for maintenance and repairs?

e [s warranty and risk management on the radar of my se-
nior leadership?

e What is my company’s appetite for financial risk?

e Who is backing the extended service contract program?

The primary question is who is backing the program, as
this will dictate the overall value you as the equipment
owner receives.

OEM Backed — Original Equipment Manufacturers are
typically best positioned to manage the risks associated with
their products. All manufacturers have a standard warranty
and the teams to support the claims and administration.
Adding an extended warranty or service contract is not a
significant challenge. Picking a solution backed and under-
written by the manufacturer is typically the best option for

Claims
70% - 85%

Program Mgmt.
OEM Profit 10% - 15%

5% - 15%
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equipment owners. The OEM wants to build loyalty with
their customers, both through their dealers and through
providing parts and service. This OEM-backed solution
cost structure is highly efficient. Keeping the failure data
within the organization and providing valuable insights
that drive quality improvements back to the manufacturer
is also best for the OEM. Dealers are already using the war-
ranty platform, so administration at the dealership is seam-
less. Frequently, OEMs will offer marketing programs that
support extended warranty, which is also a significant ad-
vantage for the contractor.

Third-Party Extended Protection Plans — Compared
to the OEM offerings, the high frictional costs for claims
administrators, underwriters, brokers, and commissions
paid to dealers reduce the funds available to pay the ac-
tual claims. Third-party extended service contracts are not
likely to provide the best value for equipment owners.

Admin
15% -25%  |nsurance
3 Party Claims Froft
Profit 30% - 55%

5%|- 15%

20% - 40%

Regardless of the method, an extended service contract
protects any machine in the product life cycle. Whether
construction, agriculture, or forestry equipment, each prod-
uct family has an industry-standard extended warranty that
addresses specific customer needs, such as time, deductibles,
and portability.

A vital benefit of a long-extended protection program
is shifting an equipment manager’s variable costs to fixed
costs. But long-term warranties can provide a return on
investment for all users. OEMs like longer-term warranty
because it gives them more data on the quality and reli-
ability of machines that they can relay to dealers. Know-
ing that trained mechanics will handle repairs quickly and
efficiently lowers overall owning and operating costs and
builds loyalty. And dealers benefit from increased revenue
from parts and services, confidence in their equipment, and
higher resale values because of the rich data set generated.

Your business, people, and equipment fleet are all assets.
You should invest in taking care of these critical assets with
the proper risk management strategies, not simply for the
financial gains but also the safety gains. The cost of insur-
ance is not likely to go down, so be proactive and get focus
on this critical aspect of your business.

Jimmy Bynum is President of Garde Solu-
tions. Garde Solutions partners with manufac-
turers, dealers, and fleet owners to evaluate,
restructure, and optimize their risk management
strategies with a focus on enterprise risks war-
ranty programs, resulting in millions of dollars
of additional earnings. Prior to Garde Solutions,

Jimmy spent 12 years in global leadership roles
with Cat Insurance, the captive insurance and extended protec-
tion division of Caterpillar. As Managing Director of Asia Pacific
based in Singapore, he led the efforts to establish extended protec-
tion plans and physical damage insurance programs for Caterpil-
lar in Australia, China, Southeast Asia, and India He has been
active in the industry serving on the boards of Global Warranty
and Service Contract Association and the Texas Captive Insur-
ance Association. Garde Solutions is not acting as an insurance
broker or soliciting insurance business. Garde is a trusted advisors
and program manager helping their partner companies over the
long-term.

Email: Jimmy@GardeSolutions.com Phone: 615-974-6633

Want to offer your employees quality health
care benefits at an affordable price? The Land
Improvement Contractors of America has
partnered with World Insurance Associates to
bring you the Association/Affinity Group Health
Plan for companies of all sizes. Now you can offer
your employees the best health plans available at
exclusive rates. And it’s fast and easy to enroll!

Vince Basciano
973-871-1512
VincentBasciano@worldinsurance.com
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New Associate Seeks to Solve
Workforce Juggling for the Land
Improvement Industry

How Labor Sharing Can Help You Manage Your Workload

By BRAD LANGERAK, Founder of ConX

n the trades, it can be difficult to manage workloads. De-

mand fluctuates from one season to the next. Sometimes,
you have way more jobs than you can take on, and other
times there isn’t enough work to go around. When business
gets slow and you’re overstaffed, it can be difficult to keep
your best employees happy. And employment costs are a
constant, even if your employees aren’t busy working for
you. At other times, you may have more work than you’re
able to complete at once, and you may be struggling with
the decision to either hire more employees, or pay expen-
sive overtime rates to your current team. Not to mention,
overworking your existing employees comes with its own
set of problems. You may even be forced to extend your cus-
tomers’ wait times or turn down new job opportunities en-
tirely. In the past, you may have been able to call a friend
and borrow some labor on a handshake, but these arrange-
ments come with questions about how the employee gets
paid, how they are insured and who is ultimately respon-
sible for taking care of them. Things have the potential to
get complicated very quickly.

Being a former electrical contractor, I understand the
struggles contractors face when it comes to managing their
labor. I got my license in Michigan in the mid-90s after
completing my apprenticeship. In the years to follow, I was
an owner and operations manager for a union contractor.
[ quickly learned of the benefits to having a labor pool to
expand and contract my labor force. In 2004, I moved to
Denver, getting into sales in the construction industry. Al-
ways with an entrepreneurial spirit, | constantly had a side
hustle which included solar and fencing. Even with these
companies, the stress of labor management and control was
still very prevalent. It was at this time that the concept of
ConX came about.

No matter which end of the equation you're on, this labor
sharing app can help. If you’re unable to offer your employees

full-time hours during the slow season, you can use ConX to
offer them to other contractors for a small profit. This allows
you to retain your best workers as employees while also giv-
ing them the opportunity to work as much as they would like
to. If you have more work than you’re able to complete at
once, labor sharing makes it easy to expand beyond your ex-
isting full-time employees. Using ConX, you can let others in

» |

LOAN EMPLOYEES

Offer underutilized
employees on ConX for
a small profit. No more

laying off employees
during slower times.

BORROW WORKERS

When you need an extra
hand to help with a

GROW YOUR BUSINESS

With the ConX labor app,
you can spend less time
worrying about your labor
and more time focusing
on growing.

project, search on the
ConX database for extra
labor to fill that gap.

®conNX
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3 Easy Steps
to Get Started

Start Your Free Trial (] = =
e
l L .

Upload Your Data Q

Get Control of Your Labor ()

#wconNX

the labor pool know about the work opportunity. Additional
skilled workers can join you for a set amount of time to help
you meet the extra demand. When you can get the labor you
need, when you need it, you won’t have to turn down a good
opportunity. Besides allowing you to take advantage of more
job opportunities, this can reduce the need to pay overtime
hours or extend your customers’ wait times.

We designed our app with the tools and capabilities
contractors need to manage their workloads with ease.
We understand that you don’t have a lot of time to learn
how to use complex programs. So, we made our app easy
to use so that you can focus on running your business. In
addition to borrowing and loaning employees with ease,
ConX can help with job planning and monitoring as well.
To determine job costs and keep your business running
smoothly, you need to be able to plan and monitor the

work being done. ConX provides a whiteboard function
that allows owners, project managers, and supervisors to
assign jobs, plan them out, and monitor costs. Integrated
into the app, we have tools for time reporting, time ap-
provals, and invoicing. This helps you to manage em-
ployees and borrowed workers quickly and easily. And
if you’re ready to expand your business, you can also find
potential new hires. We’re implementing a jobs section
that will allow you to search and browse resumes. This
will help you find the right fit more quickly and easily,
while reducing hiring costs for you.

With a goal of helping as many contractors as possible
grow their companies and increase profitability, ConX is
expanding throughout the construction industry and we'’re
happy to offer a customized solution for LICA. Il

For more information, contact ConX:
Brad Langerak at (720) 314-8831
or BRADL@CONX-USA.com
www.CONX-USA.com

About the Author: Brad Langerak, Found-
er of ConX, is a labor management entrepre-
neur and former electrical contractor with
extensive experience in the construction, solar,
and fencing industries. He currently resides in
Castle Rock, CO with his wife and two teen-
age daughters. Brad also has one older son

who is married and lives in Michigan. Brad

currently owns Hamata Systems, Inc., a hold-
ing company and incubator to help other startups and ConX-USA,
Inc., a labor share, labor management software company. Brad lives
a philanthropic life, sits on the board for two charities, and is heavily
involved in his church.

Water Quality Inlets

Rat Guards

Call for a FREE catalog or visit our website to view our full line of products.

@, AgriDrain

America’s Most Complete Manufacturer and
Supplier of Water Management Products

Smart Drainage System”

B
1

=

800-232-4742 = §41-742-5211 = www.agridrain.com
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Market Watch

Komatsu’s Smart
Construction Retrofit Kits

With Komatsu’s easy
and affordable Smart
Construction Retrofit
kits, your convention-
al Komatsu excavators
can be equipped with
3D guidance and pay-
load monitoring, giv-
ing operators and man-
agers alike more ways
to help work efficiently
and accurately.

Designed to improve grading performance and provide
more time- and cost-management tools, Smart Construction
Retrofit can bring 3D to most Komatsu excavators in your
fleet. Easily installed by a local Komatsu distributor, Smart
Construction Retrofit is a low-cost guidance kit that gives
operators in the field and managers in the office access to 3D
design and payload data to help drive accuracy, control load
volumes and improve operations.

Visit: komatsu.com

Prinoth Raptor 10
Construction Equlpment

Raptor 100 Prinoth crawler carrier is remote controlled.
Combined with the M450h mulcher, it can operate in rough
and inaccessible terrain, maintaining green spaces and for-
estry work, working on steep ground and at the edges of roads
and paths, and working on sensitive surfaces without causing
undue damage, according to the company. It can lift the at-
tachment to 600 mm.

Visit: www.constructionequipment.com

E o N

Inter-Drain

“Excellence by, Expenence

Bower’s Great Lakes Inter-Drain, Inc.

Your Dealer for Inter-Drain Plows, Trenchers and Parts

1912 W McPherson Hwy, Clyde, OH 43410 » 419-547-2379
sales@bowersglid.com * www.greatlakesinterdrain.com
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Sfmple,_ Fast, Cﬂﬂlﬂ?ﬂf&ﬂf_.._ __

Quate M 5

Be prepared for any loading situation
with our GSL/BR series of lowbaoys.

Lowboys That Load Front & Rear ..
The Ultimate In Versatility!

J5 GSL/BR

e CAPACITY: 70,000 Ibs.

35 Ton Detachable Gooseneck Wetline,
Dual Axle Single Point Suspension,
W/Beavertail and Ramp i
(Qptional Air Ride) Yo

-
L8

50 GSL/BB e CAPACITY: 100,000 Ibs.

50 Ton Detachable Gooseneck,
Three Axle Air Ride, W,/Beavertail and Ramp

" PLTUEIL Lowest Loading Angle Available!

LOWEBOY/P7T SER/ES

J5 GSL/PT

e CAPACITY: 70,000 Ibs.

35 Ton Detachable Gooseneck Wetline,
Dual Axle Air Ride Suspension,
with 4’ Rear Riser, Wheel Covers, Taper Beam Design

50 GSL/PT - capACITY: 100,000 ibs.
50 Ton Detachable Gooseneck Wetline,
Tri Axle Air Ride Suspension, with 4’ Rear Riser,
Wheel Covers, Taper Beam Design -

Loading Angle

. ;‘
Avallab/e e Eage Y ANNIVERSARY
__ Beaver

Trailers

Visit our web site at EagerBeaverTrailers.com | 1946-2016

and you're a “click” away from getting all the information
you need from our nearest dealer, or call 1-800-257-8163

EagerBeaverTrailers.com



L E
Speaking

Sharing the Risks and Rewards
Controlling Construction Costs
and Incentivizing Savings

By CRAIG MARTIN, Construction Attorney with Lamson Dugan and Murray

ere we are, two years from COVID-19 and we are

still dealing with the impact. Soaring material

costs, labor shortages, supply chain problems are
wreaking havoc on construction projects. While we would
all like to see escalation clauses in our contracts to allow
for the recovery of increased costs, that is not always pos-
sible. But what if you tied an escalation clause to a savings
clause that would allow you to increase your contract sum
due to cost increases and allow the owner to share in the
costs savings! Using a shared savings clause in addition to

Call or Email
1-720-653-1701
info@trackingpads.com

Sustainable.

Durable.

Cost-Effective.

:.:.‘::_’-‘ e g
temS N,
— e - s "'—:'"?Ea:'?l"'
Supports Track Type Tractors Up To 94 Tons —
: ﬁ‘;mﬂ =

B e A

Rugged rubber mats
quickly create an effective
stabilized construction
site entrance and exit.

Ecological design
stabilizes site soil to
prevent erosion, spans
over uneven ground.

1-720-653-1701 | trackingpads.com | info@trackingpads.com

an escalation clause may help you negotiate better contract
language for your projects.

What is a shared savings clause?

A shared savings clause allows an owner and contractor
to share in the savings the contractor achieves on a project.
During contract negotiations, the parties can agree on a per-
centage of savings each will receive for any cost savings in
the project. A typical clause would include:

upon completion of the project, if the contractor’s total costs
are less than the contract sum, then the difference between the
contract sum and the total cost (the Savings) will be divided
between the owner and contractor as follows: (a) 35% of the
savings will be retained by the owner and (b) 65% of the sav-
ings will go to the contractor.

Why consider a savings clause?

There are several benefits for using a savings clause. From
the owner’s perspective, it can incentivize the contractor to
monitor and control construction costs. A contractor can
use a savings clause as a tool to negotiate other terms, such
as an escalation clause. Specifically, a contractor may be able
to negotiate the addition of an escalation clause by increas-
ing the percentage an owner may recover under the savings
clause. In essence, the owner may see the opportunity to re-
cover savings as a tradeoff to allowing an escalation clause.

The impact of COVID continues to haunt contractors as
they deal with volatile material costs. While it may be dif-
ficult to negotiate the stand-alone escalation clause in your
contract, you may have better luck tying an escalation clause
to a shared cost savings clause. By presenting this option,
owners may recognize the opportunity to participate in the
potential for cost savings as a satisfactory offset to taking on
the risk of material cost increases. I

Craig Martin is a construction attorney with Lamson Dugan & Murray,
LLP law firm in Omaha, Nebraska, and a member of the collaborative Johnson
Team. The Johnson Team consists of a group of specialists serving LICA members on
matters of significance — planning, protection, and preservation of their businesses
and families. If you have any questions, Craig’s email is cmartin@ldmlaw.com.
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BUILT TO HAND

MODEL 821 PULL TYPE SCRAPER

et L e i - A

MODEL 1242-1642 SPEED BLADE

MODEL 6510 CONSTRUCTION DISC
i AT 7 % e =

Contact us today at 855-339-2461 for pricing
or more product information.

ICON INDUSTRIES
1600 W. 8th Street / Beloit, KS 67420 / (855) 339-2461 TN,
and/or specifications without notice or obligation.

www.landoll.com/icon

A LANDOLL® Company




Is Inflation Impacting
Your Bottom Line?

How Lowering Your Healthcare Coverage Costs Can Help

By WAYNE OLIVER, Senior Vice President of Operations for Health Cooperative Strategies

According to the federal government, the current rate of
inflation in the United States is 9.1% as of July 2022.
Inflation has an impact on small businesses, families and the
US economy. Inflation occurs when the purchasing power of
a currency decreases over time. That declining purchasing
power can be reflected in the increase in an average price of
certain goods and services in the economy during the same
period. Inflation usually affects commodities such as fuel,
metal, food, grains, as well as utilities such as transportation
and electricity, and services including labor, healthcare, and
entertainment. And it hits everybody’s pocketbook.

The Cost of Your Healthcare Coverage

According to Medscape, rampant inflation doesn’t just
mean a spike in everyday expenses like gas and groceries.
It’s also bound to have a significant impact on the cost of

healthcare — and on your business. A report from McKinsey
& Company predicts that the current inflationary spiral will
force healthcare providers to charge higher reimbursement
rates, and those costs inevitably will be passed along to both
employers and consumers.

Bottom line: You and your employees will likely have to
pay more out of pocket.

So, lowering the cost of health coverage for you, your em-
ployees and their dependents is important. Forbes indicates
that even though the medical premium year-over-year in-
crease was less than that of inflation, employers and employ-
ees should still prepare for a benefits price hike. The average
company saw an increase in individual medical premiums
of nearly 6.3%, pacing just below the rate of inflation. On
the family side, medical premiums rose at just over half that
rate— 3.35% on average.
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www.worldinsurance.com/lica \/

A Possible Solution: The LICA Health Plan

The Land Improvement Contractors of America
(LICA) recently launched the LICA Health Plan specifi-
cally designed to help LICA members keep their health-
care coverage costs down. The current landscape has led

many associations to launch their own member benefit
. . . LAND IMPROVEMENT CONTRACTORS OF AMERICA
targeting better healthcare coverage options. Inflation EXCLUSIVE HEAETH INSURANCE PROGRAM

will inevitably cause an increase in benefits prices; how-
ever, employers can begin to prepare now by examining

Want to offer your employees quality health care benefits at an price? The Land Impi
Contractors of America has partnered with World Insurance Associates to bring you the Association/Affinity

the ir current Offerings and lOOkIng ll’ltO Options that Wlll Group Health Plan for companies of all sizes. Now you can offer your employees the best health plans available at
. . v 1. . exclusive rates. And it’s fast and easy to enroll!
help lower costs while still providing employees with
; : ; : : : QUALITY PLANS AND PROVIDERS THREE EASY STEPS
ample choice in an evolving market. With that in mind, e topmatom TO START SAVING TODAY!

LICA members would be well served to look at the LICA | "2 o,
Health Plan which has been designed specifically to meet pln fzngPHCS etwork
the needs of LICA members. Il . Ntionwid ntuorkof docors ad pharmacies B e e o e

* Unlimited major medical coverage for groups of all sizes
« Monthly enrollment on the first of each month In only 10 minutes, you and your employees can
complete our online personal health questionnaire.
The online form is secure, encrypted,

and HIPAA compliant.

Send World Census and current invoice

. . COMPETITIVE RATES AND BENEFITS
For more 1nf0rmat10n contact the WOl‘ld Insurance You can choose among multiple plan designs to ensure the right fit

Associates Vincent Basciano at (973) 871-1512 or and budgetforyour company.

* Deductibles ranging from $1,000 to $7,350 Review and choose plan.
* Monthly rates as low as $340 for a single employee

Vincentbasciano@worldinsurance.com Terence Gorman + Monthly rates as low as $1,020 for a full family—regardless of age Choose the plan that s right for your employees

and size of family and complete the group contract and ACH form.

(848) 456-8600 or terencegorman@ worldinsurance.com - Fremums ocked i nt Octobr 1,2023

Get enrolled and receive ID cards.
EXCEPTIONAL SERVICE AND SUPPORT
Contact Rachel LaChance to get your questions

About the author: Mr. Oliver is the Senior Vice President of Opera- et o xpertse before duing, and afteryour pln answered and to submit completed documents.
. H l h C . S . HCS LICA d . h « Experienced team guides you through the process Employees will receive their ID cards directly.
tions for Health Cooperative Strategies ( ). partnered wit e e e roe oo cneneed e s et el sty

+ Secure online questionnaire protects your employees point during the process.
+ Ongoing personal support for claims and billing

World and HCS to launch and administer the LICA Health Plan.

Terence Gorman | 732-380- 2 Vince Basciano| 9
vincentbas
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GCS: Pipe GCS: Dirt Enter ¢ross section information in the field to
Inseall tile using GCS's DAD (Depth at Shape land to prevent ponding and g0 from survey to cutting grade in minutes
Oiptimum) technology optimize surface drainage o
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AG P For all of your tiling, ditching,
’I leveling, and shaping needs

989-640-2347 | www.agpsinc.com
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Computer Systems

Call us today 6
for details
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Save Water and Increase Crop
Yield with SWRT Solutions’ Proven
Conservation Technology Innovation

By THOMAS CHRISTENSEN, C.E.O. SWRT Solutions, Inc.

Droughts impacting agriculture in the U.S. are occur-
ring more frequently, for longer durations, and on a
more widespread basis. Water supply, whether groundwater
or surface water storage, is less plentiful and competition
for this supply is greater than ever from expanding urban
and suburban communities, reducing its availability for
agricultural uses. Agriculture is increasingly left with less
water, limiting its availability for crop use at the right time
and in the right amount. Optimization of limited available
water is more critical than ever if agriculture is to remain
viable and productive, especially in dry irrigated areas.
Over four decades of scientific research carried out by Dr.
Alvin ].M. Smucker, President of SWRT Solutions and world
recognized Professor Emeritus of Soil Biophysics and Plant
Physiology at Michigan State University, have led SWRT

Solutions, Inc. into developing new technology to optimize

SWRT Solutions

SWRT Membrane Installation Chisel "//;54-' )

Transforms Highly Permeable
Soils into Sustainable
Agriculture Globally

crop root-zone water and soil nutrients for dramatically in-
creased crop yields on sandy soils. SWRT’s uniquely designed
and engineered use of thin but durable polymer membranes
for water retention have been proven effective in field use
across eight countries, including the U.S.

SWRT Solutions’ innovative membranes and their me-
chanical installation with advanced technology offer a sig-
nificant solution for sandy soils challenged by water avail-
ability for crop growth. These membranes have proven to
produce increased crop yields of between 1.4- and 3.4-times
comparable fields without membranes, while reducing water
use by 50 percent on sandy soils. Less water use, less energy
consumption in accessing and distributing water, more effi-
cient crop nutrient use, and increased crop yields are all well
established results from the installation of SWRT’s scientifi-
cally designed and engineered membranes.

Retains:
1,000,000 L/ha per season
(435,000 gal/a per season)

'* by restricting drainage

below root zone.
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Figure 1: Schematic of polymer membranes installed at 18- and 24-inch depths.
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SWRT uses proprietary MIMs to insert contoured engi-
neered polymer membranes at multiple depths (typically 18
and 24 inches) and with 12-inch horizontal spacing within
highly permeable sandy soils. Soil water above and within
these membranes is retained two times longer following
rainfall or irrigation, compared to the same soil conditions
without SWRT membranes. Figure 1 shows the cascading
arrangement of installed polymer membranes in sandy soils.

Since 2015, SWRT has continued to improve its patented
MIM for installation, moving from two rows to four at one pass,
enhancing its soil membrane placement and handling/cutting
technology components, and installing robotics to reduce labor
requirements. Its newest MIM now can install polymer mem-
branes at the rate of 4 acres per eight-hour day in dry sandy
soils. Once membranes are installed, and with a crop planted,
the returns for a producer begin to occur immediately and there
are no maintenance costs incurred. SWRT membranes are an
environmentally-friendly solution that will last at least 50 years
based on research about the longevity of these inert polymers.

Research and field trials in the U.S. with SWRT mem-
branes have taken place in Arizona, California, Michigan,
and Texas. More widespread use with multiple farmers also has
taken place in Michigan, the home base of SWRT Solutions.
Efforts to date in the U.S. for at least 10 crops have shown the
Return on Investment (ROI) ranging from less than two years

to about nine years depending on the crop. The average ROI
for these 10 crops and accounting for the one-time installation
cost has been less than four years. Membranes installed using
SWRT Solutions’ scientific approach generally double the soil
water in the crop root zone, improving root water uptake ef-
ficiency and maintaining healthy plants root for longer in the
growing season. These membranes also are a “climate-smart”
conservation practice as they reduce greenhouse gas emissions
and crop resiliency. The membranes can be used in both ir-
rigated and non-irrigated cropland settings.

SWRT Solutions is now ready to expand the use of its new
mechanical installation machine (MIM) to cropland areas
in the U.S. with significant acres of sandy soil in crop pro-
duction - - an estimated 137 million acres of opportunity.
Land improvement contractors are ideally suited to imple-
ment this new technology because of their experience with
specialized equipment, their proven success on-the-ground
in farm settings, and their relationship of trust with Amer-
ica’s agricultural producers. If you are interested in learning
more about this innovative water saving technology and
your potential role as a land improvement contractor, please
contact SWRT Solutions Vice President for Customer Re-
lations, Steve Law, at aw@SWRTsolutions.com or SWRT
Solutions Chief Executive Officer, Tom Christensen, at
twchristensen23@gmail.com. I

TRACKS - TIRES - UNDERCARRIAGE PARTS

RUBBERTRAX

LOVE THE AD? USE
CHECKOUT CODE:

rubbertrax.com

1-800-719-4160
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CONEXPO
CON/AGG

Register today for CONEXPO
2023 Through LICA and Qualify for
a Significant Discount!

By ALLISON HACK, LICA Director of Communications

CONEXPO-CON/AGG is the largest construction trade
show in North America and held in Las Vegas every three
years. LICA has been exhibiting at this massive event for
6 consecutive shows. The LICA Booth we will be centrally
located in the newly constructed West Hall of the Las Vegas
Convention Center, booth WL2000.

Through our partnership with AEM, LICA Members
(and friends) get a significant discount on entry to CONEX-
PO. To receive the discount members must use the link on

National LICA President Chris Wagner and New York LICA
Executive Director Maura Dibble work in the LICA Booth
during CONEXPO 2020.

LICANational.org under the “Events” tab. From there attend-
ees create an account with CONEXPO and can register for
the show, select your education sessions, and choose a hotel.

Whatever education sessions you choose to attend? Not
a problem, you can skip that portion and login later to pur-
chase your education passes.

CONEXPO-CON/AGG LICA Badge Discount Time Line
Register by: 10/28/2022 - Badge Fee: $99

Register by: 1/6/2023 - Badge Fee: $124

Register by: 3/13/2023 - Badge Fee: $149

Register by: 3/18/2023 - Badge Fee: $175

Education Sessions Discount

All Access Pass PLUS: $530 ($100 off)
All Access Pass: $355 ($75 off)

4 Session Pass: $179 ($20 off)

Single Session: $69 ($10 off)

On Demand Only: $250 ($45 off)

National LICA CEO Jerry Biuso recruiting a new member with
New York LICA President looking on while working the LICA
2020 booth.
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35-55-60 Ton Capacity

DETACHABILE
GOOSENECK

A

Up to 27°'6" of Usable Lower Deck Length
192" Loaded Deck Height

Dropped Wheel Bolsters and Front Bolsters with Traction Bars

Bucket Trough - Open Rear Trunnion - Grote Ultra Blue Wiring

Single Hydraulic Control - Powder Paint - Arched Gooseneck
7 Ride Height Positions - Flat Front Approach

ts are approxil

E{ LandlaglI | Tr/?illers
: www.landoll.com/iraiiers

800.428.5655 trailersales@landoll.com




CASE Introduces New Industry-First
Equipment Category with Launch of the CASE
Minotaur™ DL550 Compact Dozer Loader

CASE Construction Equipment is launching an all-new,
industry-first equipment category with the introduction of
the CASE Minotaur™ DL550 compact dozer loader. Weigh-
ing in at more than 18,000 pounds and working with 114
horsepower, the new first-of-its-kind machine delivers true
dozing and grading performance, as well as powerful site
loading capabilities and compatibility with hundreds of at-
tachments. A single platform has never delivered this level
of versatility, power and precision — all culminating in an
entirely new product category created by CASE: the com-
pact dozer loader.

“The Minotaur is truly a fleet of one, that is second to
none,” says Jeff Jacobsmeyer, product manager, CASE. “Busi-
ness owners and fleet managers looking for a compact solu-
tion that delivers countless benefits in a single footprint will
immediately see the versatility this exciting new machine
brings to their fleets and will quickly understand what a
‘compact dozer loader’ is capable of accomplishing.”

Agricultural Drain Systems

Highway Culverts

3” to 48”

+ Agricultural Drain Systems

« Airport Runway/Parking Lot

* Constructed Wetlands

+ Landfill Drainage

* Industrial Waste Water Applications
+ Septic Sewer Drain Pipes

+ Sewer Sludge Compost Pipe

Our Pipe Is Laboratory Tested

For the Best Quality and Service Call

Crumpler Plastic Pipe, INC.
Phone: 910-525-4046

{%I ! Fax: 910-525-5801
X _ F Website: www.cpp-pipe.com
%5 _éd‘ Toll Free: 1-800-334-5071
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Crumpler has proudly served the Carolinas and beyond since 1945
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“It’s what the industry has asked for,” he adds. “Customer
input has been a major part of the design and engineering
process since the first concepts were discussed, and the result
is an entirely purpose-built, intentionally designed machine
proudly built here in the United States.”

The hallmark advancement of the CASE Minotaur DL550
is the chassis-integrated C-frame with six-way dozer blade.
The C-frame hydraulically couples into both the chassis of
the machine, as well as the attachment coupler. This design
provides the stability and smooth operating plane of a small
dozer while ensuring that all operating power is channeled
through the whole body of the machine. This establishes
greater performance and long-term reliability than the sim-
ple combination of a dozer blade attachment to a traditional
compact track loader.

[t also comes standard with CASE Universal Machine
Control, which makes the machine ready for any of the ma-
jor three providers of machine control technology, which are
sold separately. It’s also available with an optional, industry-
exclusive fully integrated ripper for tearing up tough terrain
to simplify dozing and earthmoving operations.

The C-frame is then detached to allow the operator to use
it as a loader with a heavy-duty 1.25-cubic-yard bucket, or
with hundreds of common loader attachments many equip-
ment owners already have in their fleet.

The CASE Minotaur DL550 compact dozer loader holds
29 patents and has pushed through more than 10,000 hours
of field tests, in addition to countless customer clinics and
typical lab and engineering testing.

“We’ve put this machine through hell and back — pound
for pound, there’s no machine like it that delivers the doz-
ing power and precision, as well as the dynamic loading per-
formance,” says Jacobsmeyer. “This groundbreaking, all-new
machine demonstrates CASE’s commitment to delivering
real-world innovation rooted in customer need.”

True Dozer Performance in a Compact Footprint

Built on a dozer-style undercarriage and pushing with more
than 25,000 pounds of drawbar pull, the CASE Minotaur
DL550 delivers true dozing power and performance. The ma-
chine is available with three different track options to meet
operator preference and jobsite profiles:

® 14-inch single-grouser steel tracks

® 18-inch triple-grouser steel tracks

e 17.7-inch rubber tracks

The 90- or 96-inch six-way blade connected to the integrated
C-frame is the same blade featured on the CASE 650M dozer

and gives the operator a full range of dozer controls and move-
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Firstofits-kind machine features innovative chassisintegrated Cframe and sixway blade for true dozer performance, heavy-duty 1.25-cubicyard bucket and

compatibility with hundreds of attachments for total jobsite versatility

SCHEIB DRAINAGE
PRODUCTS, INC.

If you have
need of an
anti-seep collar,
we can build it!

v Tested and used all over the United States for the past
20 years.

v There are three basic sizes: 4' x 4', 5' x 5' and 6' x 6'.
Custom sizes are available.

v The collars can be built to fit any type of pipe from
1" to 36".

27987 Hwy 59 ¢ Oregon, MO 64473
Toll Free: 1-800-279-3575

www.scheibdrainage.com

/~ Precision Intakes
Full Line of
Surface Water Intakes

= 8" & 10" riser with patented 8" & 10" combination Tees.
Also 6" square & round risers with patented reducing Tee.

* Constructed of heavy-weight, high-density polyethlene.

* Parts highly adjustable & interchangeable with others on
the market.

* Orifice plate placed at tee level or at ground level.

* Exclusive locking device on each part.

* User Friendly-Priced effectively.

= Adaptor available to repair old metal or broken intakes.

Why inventory 2, when 1 serves both!

PATENTED
REDUCING TEE

6
"Dealer Inquires Welcome"

Tim Rozendaal — Coretha Rozendaal (800)932-7611

2064 Republic Ave West, Monroe IA 50170
WWW _precisionintakes.com

(641) 2592651
Fax (641) 259-3218
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ments. The machine’s electro-hydraulic
controls also deliver responsiveness like
full-sized CASE dozers, with the ability
to adjust blade, steering and shuttle sen-
sitivity to smooth, moderate or aggressive
to meet the operator’s preference. Blade
responsiveness can be further dialed in
to operator preference by independently
setting the speed of the blade tilt, lift and
angle.

The industry-exclusive, fully integrat-
ed rear ripper is easily controlled from
within the cab — it comes standard
with three shanks and can be expanded
to five shanks for more aggressive rip-
ping. The rear ripper feature must be
selected when ordering as it cannot be
added after the time of purchase.

“The CASE Minotaur DL550 is built
like a dozer with the full control and op-
erator experience of a larger machine,”
says Jacobsmeyer. “That includes the
ability to deploy a full range of 2D and
3D machine control solutions that turn
this machine into a compact fine grad-
ing solution that can get into areas and
jobsites where it’s not practical to bring
in a full-sized dozer.”

CASE Universal Machine Con-
trol provides universal harnesses and
brackets to integrate machine control

solutions from any of the big three
providers of precision construction
solutions — Leica Geosystems, Top-
con and Trimble. This allows equip-
ment owners to add the machine to
their fleet with the confidence it can
be integrated directly into preferred/
existing machine control ecosystems.
[t also provides rental fleets the ability
to easily switch between machine con-
trol brands, which allows for excellent
rental flexibility based on customer
preference.

A Powerful Site Loader and Attach-
ment Beast

In its loader configuration, the
CASE Minotaur DL550 features a
5,500-pound rated operating capac-
ity (50 percent of tipping load) with
12,907 pounds of breakout force. It
features a vertical lift pattern and oper-
ates in the ISO control pattern. It also
features advanced electro-hydraulic
control capabilities where operators
can easily dial in total machine respon-
siveness to low, moderate or aggressive;
or independently set tilt, lift and drive
speed, as well as loader arm and drive
control to best meet the demands of
the work.

Both with Skid Steer Mounts

Skid Steer
Mounted

FLEX Drills and Trillion Broadcasters

Planting Widths
4.58'-8

CASE builds the machine standard
from the factory with enhanced high-
flow auxiliary hydraulics for running
the most demanding and high-pow-
ered attachments — such as mulching
heads and cold planers. Minotaur’s en-
hanced high-flow hydraulics can deliv-
er up to 41.6 GPM at 4,100 psi via the
2-inch hydraulic quick couplers.

The machine also allows operators
to harness all that power with “Hy-
draulics on Demand”, where the opera-
tor can easily select the percentage of
auxiliary hydraulic flow to the attach-
ment via the machine’s multi-function
display. This allows the operator to dial
in attachment performance to their
preference or the recommendation of
the attachment manufacturer — en-
suring both effective and proper opera-
tion of the attachment.

“The front coupler featured on this
machine is the same as you will find on
most compact loaders — this opens the
machine up to be used with hundreds
of attachments,” says Jacobsmeyer.
“We've given operators the ability to
turn this compact dozer loader into
one of the industry’s most versatile and
powerful compact machines, and de-
liver on the awesome capabilities that
other manufacturers tried to emulate
after the original concepts were an-
nounced.”

Fully Connected and Collaborative
Fleet Management

CASE has taken fleet management
of compact equipment to an entirely
new level with the inclusion of the
CASE SiteConnect Module — a pow-
erful device that improves the volume,
flow and integration of data to the
CASE SiteWatch telematics platform
for real-time monitoring and manage-
ment of maintenance and service in-
tervals, as well as the analysis of equip-
ment utilization and performance.

It’s also the foundation from which
CASE has made the collaborative fleet
management and remote diagnostics
of compact equipment a reality. This
enhanced connectivity allows the ma-
chine owner to share — with permis-
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sion — real-time machine information
with their CASE dealer and the CASE
Uptime Center in Racine, Wis.

“With both CASE and the local
CASE dealer monitoring machine
performance, we're able to be proac-
tive and anticipate potential equip-
ment needs to maximize uptime,”
says Jacobsmeyer. “The goal of these
advances is rooted in customer need
for maximum uptime, and the CASE
Minotaur DL550 compact dozer loader
delivers that — including the ability
to remotely diagnose machine events
and drastically shorten response times
when service is needed.”

CASE achieves these remote ser-
vice capabilities through the CASE
SiteManager App (iOS and An-

droid). This app pairs the operator’s
phone or device to the machine to
enable remote analysis by a certi-
fied CASE technician, which allows
them to diagnose the health of each
connected machine through various
parameter readings and fault codes.
The technician decides as to whether
the issue can be addressed remotely
— such as clearing codes or updating
software — or if it requires a trip to
the machine.

“Reducing trips to the field, show-
ing up with the needed parts on the
first visit, and the ability to avoid field
visits all together by remotely clear-
ing basic codes all drive major savings
in time and resources, both for the
equipment owner and the dealer ser-

vice department,” says Jacobsmeyer.
“This type of collaborative fleet man-
agement has the ability to drive major
gains for fleets of all sizes and ensure
optimal uptime.”

And in the case of a service need,
the CASE Minotaur DL550 is built for
ease of service with groundline access
to grouped service points and checks
like every machine in the CASE line-
up. Service intervals and machine op-
erating information are easily accessed
in the machine’s eight-inch LCD dis-
play in the cab.

For more information on the all-new,
groundbreaking CASE Minotaur DL550
compact dozer loader, contact your local
CASE dealer, and learn more at Case-
CE.com/Minotaur. I

National LICA
Membership Drive

National LICA is running a promotion
that awards $100 to any existing
Contractor Member who recruits a new
Contractor Member during the
month of September.

Executive Directors can participate too!

A couple things to note:

* This promotion starts September 1st and
ends September 30th, 2022.

* The award money comes from National after
the promotion ends.

* New member must be a Contractor Member.

* New member application and payment must
be received online or postmarked by
midnight on September 30th, 2022.

Starting September 1st,
recruit a new contractor member

& receive $100'*

Open to all LICA members &
Executive Directors

*New member dues must be paid online or postmarked to LICA by
midnight on Friday, September 30, 2022

For additional Information
please contact Caroline Krug
cnational.lica@gmail.com

cnational.lica@gmail.com | licanational.org
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Legislative
Landscape

Congress Gathering
Input for 2023 Farm Bill

Development

By NICK YAKSICH, LICA Director of Government Relations

merica’s farmers -- as well as LICA members and
Athose who depend on a healthy farm economy -- are

beginning to provide Congress with input on the
2023 farm bill policies. The farm bill is a critical tool for
ensuring our nation’s food supply remains secure. Funding
for this comprehensive bill, which many call a food and farm
bill, includes risk management tools for farmers, access to nu-
trition for low-income families, conservation programs and
investments in agricultural research. Issues such as climate
change and diversity programs are seeing an increasingly
greater role in farm bill policy development.

The 2018 farm bill brought certainty to farm and ranch
families through crop insurance, improved risk management
programs and support for beginning farmers and ranchers,
while also providing much-needed funding for trade devel-
opment and agriculture research. The enacted 2018 farm bill
was budget neutral and received strong bipartisan support.

2022 Midterm Election Impacts

Importantly, it’s not just the policies that farmers will have
an eye on, but the politics as well. Most experts believe the
House will flip to Republican control with the new Speaker,
Rep Kevin McCarthy, appointing committee chairs who will
set the agenda for the next congressional session, during which
the farm bill will be drafted and considered. The current House
chair is from Georgia with agriculture priorities quite different
from the new potential chair from Pennsylvania.

The House and Senate Agriculture Committees, however,
have traditionally been a haven for bipartisan cooperation,
despite the tensions of the current political environment.
Every stakeholder group calls for continued bipartisan sup-
port, as the farm bill is one bill that impacts every American.

Commodity Groups Weighing in on Priorities

While Congress remains polarized, there is a glimmer of
hope for bipartisan collaboration in the upcoming reautho-
rization. There is a broad range of stakeholders including
farmers, food companies, conservationists and nutrition ad-
vocates, coming together to support the bill. Policymakers
will have to sell the final package not only to their constitu-
ents, but to a majority of Americans to build support for the
additional revenue that will be needed.

The American Farm Bureau (AFB) reauthorization pri-
orities are focused on maintaining and strengthening the
important risk management tools. In addition, AFB is em-
phasizing working land conservation and other mechanisms
that provide both environmental benefits and the ability
for greater food production. AFB is committed to making
sure that rural America has the connectivity and the tools
it needs to compete in a digital era. And most certainly, the
AFB will work within Congress to build strong bipartisan
support for the policies.

Michael Crowder, President of the National Association
of Conservation Districts (NACD), recently told Agripulse
about NACD’s regional task forces which are meeting to
develop farm bill policy recommendations. Crowder empha-
sized the funding shortfall in technical assistance to conser-
vation program administration, but is pleased with recent
historic funding that Congress and the Administration ap-
propriated for these programs. At the core of NACD’s prin-
ciples is that conservation be a locally led, voluntary-based
solution to maintain soil health. Crowder also discussed the
increased role that conservation can play in contributing
to climate change solutions, stating conservation is climate
smart agriculture.
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Other stakeholders will seek to ad-
dress their most pressing and evolv-
ing needs in the context of higher
input costs, unpredictability around
climate change provisions and gen-
eral support for conservation and sus-
tainability. Nutrition, smart-climate
agriculture, broadband and consis-
tent training and education across
the workforce continue to demand
support.

Nutrition and Food Security

The nutrition portion will likely be
the most contentious — but vital — el-
ement of the 2023 Farm Bill. Detail-
ing topics such as nutrition assistance,
management and commodity support,
and conservation, it will touch every
part of the food and beverage ecosys-
tem. Given its impact on program re-
cipients throughout the nation, these
elements are increasingly important
to reflect the agility and flexibility
demonstrated throughout the pan-
demic. From nutrition and emergency
assistance to supplemental food pro-
grams for seniors, citizens across the
country rely on the outcome of this
bill to meet the ever-evolving de-
mands of the people.

Smart-Climate Agriculture

Mirroring the Biden administra-
tion’s approach, climate related fac-
ets of the package will include vol-
untary, pro-production incentives
that have the potential to result in
a complimentary income stream for
farmers. The climate-smart approach
is being articulated as a process-based
comprehensive strategy that keeps
the farmers’ best interests in mind. A
climate solution contribution is im-
perative to the agricultural industry’s
future and supports the collaboration
and integration of both stakeholders
and producers.

Workforce Training and Education

Agriculture and food industries both
seem to see consistent, measurable, re-
search-based information which can be
used to develop the workforce training
and education programs. Polling shows
that consumers say brands should focus on
developing working practices that protect
the environment as they prepare for the
future. From best practices on-the-ground
to food storage in the supermarket, all in-
dividuals involved in the various steps of
the supply chain will benefit from contin-
ued training and education.

Policies and Elections Matter
With the world in such a twisted
state of flux, the production and

safety of food is at a critical junc-
ture, like never before. While devel-
opment of the 2023 Farm Bill will
address the paradigm shift taking
place in the agricultural sector, final
passage will take place in a presi-
dential election year. Agriculture
gets a boast with presidential poli-
tics starting in lowa, where there is
heightened awareness of the genera-
tional impact on the industry, which
further underscores the importance
of food security.

Stakeholders from  production
and conservation groups should
closely observe and continue to pro-
vide input to the critical 2023 farm
bill development. I

Dirt Work Made Simple.

Be More Accurate, Competitive and Confident

INSITE ELEVATIEEN

3-D EARTHWORK TAKEOFF &
GPS MODELING SOLUTIONS

Schedule a Live Demo Today!
InSiteSoftware.com | 877-746-7483
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National LICA Benefits

Exclusive Benefits for LICA Members!

Heavy Equipment Benefits Safety Tools

LICA Contractor Safety Management Plan

Caterpillar Extended Powertrain
Protection Program

* Powertrain covered up to 3 years or 5,000 hours.

* Covers parts & labor for powertrain component failures,

caused by defects in materials or workmanship.
* Contact your CAT dealer for complete details.

- * 10% Discount on Rentals
* $500 maximum discount
* Present flyer at time of rental

[REE EQUIPMENT
P FOR THAT

Industry News

LICA Contractor Magazine

Free to LICA Members
Published 6 times/year
Stories about contractors
Industry Updates

* Email: anational.lica@gmail.com

* Safety Manual

Free to Contractor Members
Toolbox talks

Jobsite Inspection Forms
Equip. Inspection Forms

Email: anational.lica@gmail.com

The LICA Safety Portal

* Online Safety Portal
Search safety articles
OSHA Requirements
Safety Forms

Ready to download & print
=% Email: anational.lica@gmail.com

Health Plan

WCRLD

<4 The LICA Health Plan

» Group Health Plans for small or
large groups.

@busybusy

Voted the #1 Time
Tracking Software
for Field and Office
Employees

- Competitive rates and beneifts
« Service and Support

» www.worldinsurance.com/lica
- 732-380-0900 x162

Time Tracking Tools

A BusyBusy

W Tracking software for field & office

employees

+ 30% Discount for LICA members
- Time and equipment tracking

» Scheduling and Daily reports

* Visit BusyBusy.com
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h]ﬂim * Buy & Sell Equipment ® Premium Website
® Advertising Discounts ¢ Payment Processing
mm_ ¢ Equipment Financing ® Free Equipment Values

LICA Benefits From Machinery Trader

Buy & Sell Equipment with the Inventory VIP: Value Insight Portal
Management System

* FREE Equipment Valuations
List & sell on LICANational.org for FREE * Improve your retgrn on investment
FREE cloud-based Inventory Management System * Get future valuations
Machinery Trader representative will help with setup.
List equipment (for a fee) on sites like Machinery Trader.

FEATURED LISTINGS

Advertising Discount from Premium Hosted Website
Machinery Trader * Discount on a new custom website
* FREE web banner advertising (on Machinery Trader)

o -
50% OFF first 2 months of * Priority level service & data backup

advertising
(with 4 month commitment)

Use Inventory Mgmt. System to
sell on:

* Auction Time

* Machinery Trader

* Tractor House

* And More!

TelematicsPlus Benefit

* View & manage mixed fleet telematics data for FREE
* Free Equipment Valuations through FleetEvaluator
* Free FutureCasting predicts equipment values

LICA Beef Benefit

Sell directly from your website
Powered by Currency Pay
Invoicing made easy

Emails to buyer & seller after sale

Jon/LIcA Member Beet Benstit|  © 29% Off Piedmontese.com
Discount code: LICA
Gourmet steaks

Premium roasts
Exceptional beef jerky
Gift boxes and gift cards
Free Shipping over $99

Contact a Machinery Trader Representative: 1-800-247-4898
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ONFP

Home & Auto Insurance  ® Legal Protection
Dental Insurance ® Shopping Discount
® |dentity Theft Protection ® Travel Insurance

The LICA Benefits Platform

Not just “one benefit,” it's a website with a variety of programs & discounts designed for our members.
Go to LICA.Benefithub.com - Use Referral Code: Q63W9J

Identity Theft & Legal Protection

© [DShield

IDShield provides the identity theft protection & identity
restoration services you not only need, but deserve.

Individual: $8.95/month Family: $16.95/month

* Credit Alerts * Credit Reports
* Identity Alerts * Full Service Restoration

© LegalShield

From minor questions to major issues, you deserve to know
your legal rights in any situation.
LegalShield Plan: $16.95/month

* Family & home * Financial
* Business * General Questions

InsurChoice: Home & Auto Insurance

Types of policies available:

* Home & Auto Insurance  * Recreational Vehicles
* Liability Insurance * Flood Insurance
* Business Insurance * Antiques

Travel Insurance

b Coverage for:

w * Trip cancellation/delay

* Baggage coverage
* Emergency evacuation
Metlife Take Along Dental

* Dental PPO or DHMO/Managed Care Program
* Choose from thousands of dentists nationwide
* Lower out-of-pocket costs for in-network services

- 7
p “\*_1:: .?ﬁ'w E’ 2

Member Discounts

Clean Fire New Member Discount

$50/Case Discount

Clean Fire Diesel fuel additive
Contact: 402-693-2424
cleanfiredist@gpcom.net

* Erosion/Sediment Control
* Stormwater Mgmt.

* Contact: 724-681-4414
* Joe@greco.tec

ConX

CONTROL
YOUR LABOR -

? #conwi
* Members get a $25/month discount.
= * Borrow workers by searching
ConX Database for extra labor
* Loan employees out for a small
profit during slow work times.
* Contact: BradL@CONX-USA.com
* CONX-USA.com

Space Pen

* Members get a 25% discount.
| * Writes upside down

* Spacepen.com

* Code: LICA320

|

J
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Petrocon Savings Programs Business & Family Finances

Petrocon Commodities Program

National Oil Program
National Tire Program
National Antifreeze Program
Contact: 866-548-8750
Email: info@petrocon.org

Ry

ool Lol
PeETtTrocolN

Petrocon CAT Parts Replacement Program

* CAT Aftermarket Replacement Parts

* Expected Savings 20-40% over OEM parts
* Contact: 866-548-8750

* Email: info@petrocon.org

Cooper Tire Program

* Discount with Cooper Tire & Rubber Company
* Replacement Commercial Truck Tires

¢ Contact: 866-548-8750

* Email: info@petrocon.org

Piston & Piston Kits

CTP Crown & Skirts

CTP Pistons meet most Rigor & Strigent Specifications
Contact: 866-548-8750

Email: info@petrocon.org

Business & Family Legacy Planning

When it comes to putting a “ribbon around your affairs,” The
Johnson Team has the wisdom, passion & skills to put the
foundation you desire in place.

No fee for initial consultation

Business Succession, Exit & Continuation Plans
Family Business & Estate Planning

Buy-Sell Reviews & Arrangements

Key Employee Retention

Tax effective “idea merchants.”

Contact: 402-944-2331

Emergency Transport

MASA: Medical Transport Solutions

MASA provides emergency transportation solutions.
Covers your out-of-pocket medical transport costs
Contact: 314-540-5729

Email: azink@masamts.com

Visit LICANational.org for details.

3080 Ogden Ave. Suite 300; Lisle, IL 60532
Phone: (630) 548-1984
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National Membership Drive

Illinois
Ryan Arch
David Kennedy
Ron Masching
Jon Seevers
Septic Training
None
Indiana
Darrell Birge
Kansas
Unidentified
Michigan
Mike Cook
Trevor Young
Minnesota
Unidentified
Missouri

DamagePrevention
Debbie Dickens
One Call

'{ESMEC USA
ALVARADO, TX"
(817) 473.2233

N HHH =D

January 1, 2022 through August 31, 2022

Nebraska
Jim Group
Harry Hauschild
Matt Japp
Unidentified

New Jersey
Apprenticeship Program
Insurance
Web

New York

Jerry Biuso/HardHat
Maura Dibble/HardHat

Bill Hatch/HardHat
Caroline Krug/HardHat
Jeff Phair/HardHat

David Rule/HardHat

Chris Wagner/HardHat

Pat Wgner/HardHat

Insurance .
Ohio

Mack
Web

e

© WWW.TRYTESMECUSA.COM

N - = O

= O

oW W dhHDMDWD

3

made with pride

Pennsylvania
Barry Mutzabaugh
Insurance
Undentified

South Dakota
Bryan Vander Pol

Insurance
Tennessee
John Tatum
Virginia
Mack
Total

in America.

I~

132
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Company Name

Membership Application

Member Name Spouse’s Name
Street Address

City State Zip
Phone ( ) Cell Phone ( )
Fax ( ) Email:

LICA Sponsor

Contractor (Type of Business)

3 cCR Crane Service 1 OSW On Site Waste Treatment
[ ] Drainage/Irrigation O PA Paving
[ EC Erosion Control 1 PD Ponds or Dams
[ EMC  Earthmoving/Land Cleaning A R Reclamation
[ EXG  Excavating/Grading [ SEP  Septic Systems
1 GR Gravel/Rock Production A sp Site Preparation/Development
3 HD Hardscaping [ SWU Sewer/Water/Underground Utilities
O L Land Leveling O TH Trucking or Hauling
3 LS Landscaping O 1w Terraces or Waterways
1 ODW  Open Ditch Work (1 WM  Water Management
SA Dealer, Service Co., Government Agency, Consultant, Insurance Agency
Application is for (Check One)
[} Active Contractor Member (ANNUAI DUES)......eiiiiiiiiiiee e .Vary by State Chapter
Active Land Improvement Contractor.
[ Company Associate Member (ANNUAl DUES)...........c.c.veeeeeeereeeeeeeeeseseeseseesessesesesesnnens Vary by State Chapter
Person or companies manufacturing or selling materials, equipment or services to active contractor members.
| Supporting Member (ANNUAI DUES)........couiiiiiiiieeeiiiie e e .Vary by State Chapter
Person(s) or associations interested in LICA.
[T National ASSOCIAIE MEMDET..........eeeeeeeeeeeeeeeeeeeeeeee e eeee s eeeees s e eee e eeeeee s eeee e s e een s seee s e e eneeeeeenenen. $300.00
1 MEMDEI-AL-LAIGE «...voceoeeeeeeeeeeeeeeeee e n e en s sn s s s eneeneneeneneees $195.00
Contractors in state without chapters
Signature Date

Please contact your state chapter for annual dues and additional information. See page 38.

To become a national associate please contact:
National LICA, 3080 Ogden Avenue, Suite 300, Lisle, IL 60532
Phone 630-548-1984 « Fax: 630-548-9189
Email: nlica@aol.com * Website: LICANational.org
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Il ARKANSAS LICA
National LICA

3080 Ogden Ave.

Lisle, IL 60532

Phone: 630-548-1984
Email: nlica@aol.org

M FLORIDA LICA
National LICA

3080 Ogden Ave.

Lisle, IL 60532

Phone: 630-548-1984
Email: nlica@aol.org

[ ILLINOIS LICA

Ryan Arch

112 Exchange St. Suite 2
Galva, IL61434

Phone: 309-932-1230
Email: ryan@illica.net

| M INDIANALICA
Nanci Gutwein

P.0. Box 425
Francesville, IN 47946
Phone: 219-204-1722
Email: indianalica@
gmail.com

¥ IOWALICA

900 Des Moines St.

Des Moines, IA 50309
Phone: 563-202-0682
Email: director@ialica.com

[l KANSAS LICA

Jon Ungerer

850 US Highway 77
Marysville, KS 66508
Phone: 785-221-8697
| Email: jungerer@
kansaslica.com

Il MICHIGAN LICA
Sarah Cook

4780 E. Townsend Road
St. Johns, M1 48879
Phone: 517-282-1083
Email: scook@
michiganlica.org

@ MINNESOTA LICA
Jennifer Breberg

2570 130th Street
Dawson, MN 56232
Phone: 320-226-6398
Email: mnlica2@gmail.com

[ MISSOURI LICA
Deborah Dickens

1101 W. High Street
Jefferson City, MO 65109
Phone: 573-634-3001
Email: mlica@aol.com

[ NEBRASKA LICA

.| Kira Cooney

1000 27th Road
Walthill, NE 68067
Phone: 402-870-0582
Email: kira.cooney@
nelica.com

NEW JERSEY LICA
Buddy Freund
P.0. Box 166
Succasunna, NJ 07876
Phone: 973-630-7600
Email: buddy@
govisionstrong.com

NEW YORK LICA
Maura Dibble
3330 Pratt Road
Batvia, NY 14020
Phone: 585-219-4802
Email: nylica@
L™ rochester.rm.com

California

Massachusetts
M North Carolina
Il Oklahoma

STATES WITH MEMBERS-AT-LARGE

Oregon
I South Carolina
M Texas
Wyoming

[ NORTH DAKOTA
Eileen Levy

National LICA

3080 Ogden Avenue
Lisle, IL 60532

Phone: 630-548-1984
Email: nlica@aol.com

N OHIO LICA

Amy Gerten

8603 Road 5

Leipsic, OH 45856
Phone: 419-943-2965

B Email: ohiolica@gmail.com

PENNSYLVANIA LICA
Joanie Micsky
775 Mercer Road
Greenville, PA 16125
Phone: 724-866-1082
| Email: pennsylvanialica@
gmail.com

[ SOUTH DAKOTA LICA
Toby Crow

1600 W. Russell Street
Sioux Falls, SD 57104
Phone: 605-271-0292
Email: accounting@sdagc.org

[ VIRGINIA LICA

Kim Johnson

7337 Kennedy Road
Nokesville, VA 20181
Phone: 703-753-7231
Email: kandcj3@gmail.com

¥ WISCONSIN LICA
Kristin Popp

P.0. Box 357
Orfordville, WI 53576
Phone: 608-290-2484
Email: wisconsinlica@
gmail.com
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BRENES S S
¥ SELE-PROPELLED DRAINAGE PLOW.
= www.rwfbron.com

o ik d AUTO STEER READY | LOW GROUND PRESSURE
B Five Core Cooling System oxceeds CAT OR CUHH[N5 ENGINE

cooling for Tier 4 engine standards

B Guieter Reconfigured Cab Interior
for Operator comfort

W Standard DL B850 Drainage Plow
Inereased strength & durabllity

B LED Light Package for increased
visibility for those long days in
the fiald

B Improved swing machanism
for the Onboard Reel for
smoother reel speeds &
consistent torque

kit i el k) ek

B Optional hydraulic
rear step ralses out

= of the way when
L plowing and lowers
if whan required.

i

B Standard oscilating :
track frames. , REEH

NI R

# :ERTIF'ED B Flukd Samples for All Fluids B New Paint
V B 150 Paint Maching Inspection B Factory Tested
USED EQUIPMENT 2 ¥ L akt Loy
B internal Inspection All Drivetrain B New Certified Serial Mumber Assigned
Componernts B & Month Warranty Assigned
B Required Factory Repairs
B Mew & Usad Equipment Sales B Repairs on all Drainage Plows &
l HE BRDN B Parte & Service all BROM Proaducts selected Construction Equipmeant
TOTAL PACK AGE B Selected All Makes Parts lar B Paris Faciity i Marine Clty Michigan
Construction Equinment B Road Service for all BROMN Products &

ather selected Equiprment
B Faris Facilities in Woodstock OMN
and Marine City Ml

B Certified Rebuilds on BRON Products

B Custom Fabrication

DEALERS THROUGHOUT CANADA & USA

1.800.263.1060 | 519.421.0036 | www.rwfbron.com

BROMN is a registered trademark of RWF Ind ies, a division of Roberts Welding & Fabricating Ltd




HARD WORK.
RELIABILITY.
PRIDE.

» [t’s what matters.

You’ve worked hard to construct a reliable business
that takes pride in excellent workmanship. That matters.

UFG Insurance knows the importance of protecting the reputation
you’ve built.

As the carrier of choice, we’re proud to offer LICA members a special opportunity
to participate in our trusted state LICA insurance program, available in 15 states.

» Receive products and services tailored to unique industry needs,
including comprehensive risk control.

> Exceptional customer service that doesn’t end when a contract is signed.

Find a UFG agent today at ufginsurance.com

or contact Prins Insurance at 800-831-8545.

®

ufg ZRINS

INSURANCE INSURANCE
CEDAR RAPIDS, IA



